










Net sales 

Dollar sales in 1974 reached a new high, 
29.70 per cent ahead of 1973 and 
marked the seventeenth consecutive 
year in which the company’s annual sales 
were at an all-time record. 
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Earnings per share 

Dollar earnings in 1974 were up 1.71 
per cent over 1973 and per share 
earnings on Dr Pepper common stock 
amounted to $.52, an increase of 1.96 
per cent over the previous year. 
Dividends paid to stockholders during 
the year amounted to $.28 per share 
compared with $.22% in 1973. The 
December 1st payment was your 
company’s 180th consecutive quarterly 
dividend paid to shareowners. 
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Distribution of revenue 

A/ 3% Retained in business 

B/ 4% Dividends 

C/ 1% Other operating expenses 

D/ 2% Depreciation and maintenance 

E / 6% Taxes on income 

F/ 9% Payrolls 

G/17V2 Promotion, advertising & expansion 
H/54% Raw materials and packaging 



















Highlights 


Net Sales. 

Earnings Before Taxes .... 
Provision for Income Taxes . . . 

Net Earnings After Income Taxes . 
Number of Shares Outstanding . . 

Depreciation Charged to Operations 

Per Share 

Earnings Before Taxes .... 
Provision for Income Taxes . . . 

Net Earnings After Income Taxes . 


Annual Meeting 

The annual meeting of stockholders will 
be held at 10:00 a.m. on April 15, 1975 
in our national headquarters offices 
at 5523 Mockingbird Lane, Dallas, Texas. 
A formal notice of this meeting, together 
with proxy and proxy statements, was 
mailed with this report on or about 
March 7,1975 at which time proxies were 
solicited by the management. The record 
date for the annual meeting was 
February 24,1975. The information 
herein contained is published solely for 
the benefit of the company's 
stockholders. No statement in this report 
is made for the purpose of inducing the 
purchase of securities issued by 
the company. 
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Message 

In reporting to you a year ago, we stated our 
objective for 1974 would be: "To expand product availability 
to more consumers, build sales vertically in established 
markets and aggressively advertise and promote Dr Pepper." 
Good progress was made in accomplishing these goals and if 
conditions had remained as they were a year ago, results 
would have been more fruitful. 

Even so, 1974 was a good year for Dr Pepper. 

In spite of spiraling costs and necessary increases in the price 
of our product to consumers, we ended the year with net sales 
at $128,299,707, compared to $98,918,466 in 1973. Earnings 
reached $9,901,699, compared to $9,735,500 in 1973 for an 
increase of 1.71 percent. 

These bottom line figures were disappointing to 
us and we are taking steps to improve them during 1975. We 
will apply more of our advertising dollars where they will have 
greater emphasis at the point-of-sale. All capital expenditures 
considered unessential will be delayed in keeping with good 
business judgment. Our top officials will spend more time in 
the field with our customers to gain better insight into current 
conditions as they affect our business. This will allow us to get 
first hand information as to the effectiveness of our marketing 
programs. 

Proceedings continue in the complaints filed by 
the Federal Trade Commission in July, 1971, against the 
Coca-Cola Company, PepsiCo., Inc., Dr Pepper Company, 
and other soft drink companies, attacking the validity of 
territorial restrictions in bottlers' contracts. Such provisions 
are also involved in an antitrust lawsuit brought by 
H & M Sales Co., Inc. and Mae-Con Enterprises, Inc. against 
Royal Crown Cola Co., Dr Pepper Company and four other 
defendants. This suit is pending in Federal District Court in 
Los Angeles, California, service of process being had on 
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Dr Pepper Company on December 24,1974. Legislation by 
Congress affecting territorial restrictions is not predictable 
at this date. Management of Dr Pepper Company affirms 
its intention to defend vigorously the integrity of our 
Franchise Agreements with our bottlers. 

Our goals call for continued improvement in 
availability of Dr Pepper to consumers and a more dominant 
position at the point-of-sale. They also include greater 
availability of Dr Pepper in the larger size packages which are 
gaining a bigger share of the market. 

We know these things won’t just happen and that 
we will have to make them happen. 

We can finance our growth in 1975 without the 
need for external funds and expect Dr Pepper growth to 
continue at a rate exceeding that of the industry as a whole. 
We likewise expect to improve our cash position in 1975. 

Dr Pepper is a very liquid company and we intend to keep it 
that way. 

The soft drink industry experienced 
unprecedented problems during 1974 as did other industries 
dealing in consumer goods. We recognize the importance of 
being alert to the continuing problems and utilizing every 
resource in finding workable solutions. 

One major hurdle for your company during the 
year was the drastic increase in the cost of sugar which more 
than quadrupled in price during the year. There was no way 
all of this added cost could be absorbed in our operations. 

So much for the negatives for 1974, some of 
which are still with us. We believe it is our responsibility to 
take an aggressive, positive and enthusiastic approach in the 
year ahead. This we are doing and realistically believe 1975 
will be a good year for Dr Pepper; perhaps not as high in 
earnings gains as would be expected under more normal 
conditions but still on the uptrend and moving ahead of 1974. 

Our program will be a continuation of the sound, 
basic policies which have made Dr Pepper the fourth leading 

















soft drink brand in the country. We are enthusiastic because 
we are convinced Dr Pepper has the greatest growth potential 
of any soft drink brand on the market. There is ample evidence 
at this point to justify our optimism. 

For example, in high volume markets Dr Pepper 
continues to gain sales momentum. Consumer acceptance 
for Dr Pepper grows steadily with brand penetration at its 
greatest. Dr Pepper packaging sizes have been added in 
many markets with more scheduled this year. Significant gains 
were made during the year through new availability in 
national fountain accounts. 

Although economic conditions in Japan were not 
good, Dr Pepper’s performance there has been favorable 
compared to the soft drink market as a whole. 

Another bright spot in the Dr Pepper picture is our 
sugar free product which is the number one selling diet soft 
drink in many markets. In some it outsells the next two leading 
diet soft drink brands combined. 

Importantly, 1974 was another growth year for 
Dr Pepper in terms of sales, people, programs and product 
availability. We experienced sound growth within the 
company and throughout the bottler organization. Teamwork 
was a major factor. More bottlers and more of their people are 
aware of Dr Pepper's growth potential and more people 
today recognize the opportunity it offers. 

Our prime objective for 1975 will be maximum 
productivity from all our resources and a minimum of waste. 

Again we express our thanks to our directors, our 
employees, bottlers and to our stockholders for your 
cooperation and support. We appreciate your confidence in 
our management which is committed to making 1975 another 
year of growth and progress for your company. 



W. W. Clements 

Chairman, President and 
Chief Executive Officer 





















































Marketing 

Dr Pepper's marketing program for 1974 was 
centered in three main categories: advertising, promotions 
and special events. The goal — to strengthen the Dr Pepper 
image and promote sales. 

Marketing programs were designed for 
effectiveness at both the local and national level. At the 
national level the purpose was to broaden the Dr Pepper 
image; at the local level it was in cooperation with franchise 
bottlers and dealers to build Dr Pepper sales. 

The year 1974 represented a dramatic departure 
from the advertising campaign we have relied on for the past 
five years. In October we unveiled a totally new advertising 
theme recognizing Dr Pepper as the national contender that 
it has become, with a positive and upbeat campaign. The new 
theme line "The most original soft drink ever” has been 
successfully executed in television, radio, outdoor and 
magazine advertisements, and was initially aired on network 
television within the November 30th telecast of the Miss 
Teenage America Pageant. The campaign was developed by 
Young & Rubicam, International, Inc., and met with extreme 
enthusiasm and favorable response from our franchised 
bottlers across the country. 


A wide assortment of premium incentives 
(illustrated left) were offered Dr Pepper 
salesmen and their families during 1974 
to help promote sales. 

Our consumer service department has 
some 500 recipes featuring Dr Pepper as 
a flavoring in the preparation of food and 
drink items (right). 
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Twelve hundred Dr Pepper bottlers and 
plant managers attended a meeting in Los 
Angeles for a preview of Dr Pepper’s 1975 
advertising and marketing programs (top). 

Special entertainment at the banquet 
during the Los Angeles bottler meeting 
featured Jim Nabors and his Las Vegas 
show (inset). 


Tailored marketing programs for individual 
franchised areas were tied in with national programs for 
maximum effectiveness. During 1974 Dr Pepper sponsored 
five nationally televised specials including: the Grammy 
Awards, March 2; The Emmy Awards hosted by Johnny 
Carson, May 28; Midnight Train to Georgia with Gladys 
Knight and The Pips, June 21; Chicago, a seven-member 
group with Anne Murray and Charlie Rich as guest stars, 
August 16; and Chicago’s New Year's Rockin’ Eve ’75 with 
guest artists Olivia Newton-John, The Beach Boys, Herbie 
Hancock and The Doobie Brothers. Measured results from 
these outstanding programs, according to TV ratings, were 
highly favorable. 
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Mass displays in supermarkets give 
impetus to Dr Pepper's marketing. 

Bottler marketing teams are “dressed to 
sell“ Dr Pepper. Pictured below (left) 
Rochester, N. Y., (below) Fullerton, Ca. 

































Distribution and availability of Dr Pepper to 
consumers were significantly improved and per capita gains 
nationally reflected vertical sales growth of the product. Much 
of this was due to increased Dr Pepper display and shelf 
space in supermarkets across the country. Again it was the 
successful work of the 510 franchised bottlers that brought 
about these improvements. 

Dr Pepper was available to consumers in a wider 
variety of package sizes with increased volume coming from 
the sale of larger family size units. It gained in share of market 
through bulk sales in fountain type outlets with volume up in 
this area substantially. The number of national accounts 
authorizing the sale of Dr Pepper through franchised food 
service outlets reached a new all-time high. 


Lori Lei Matsukawa, Miss Teenage 
America from Honolulu, enjoys cherry 
blossom time in Tokyo, where she 
helped introduce Dr Pepper. 
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Okinawans discover the distinctive 
Dr Pepper taste during extensive 
sampling program (left). 


Dr Pepper packaging in Japan maintains 
its prominent trademark identification. 


Dr Pepper sales in the Bahamas respond 
to the favorable seasonal temperatures . 
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Dr Pepper sales through automatic vending were 
on the increase. Purchases and placement of vending equip¬ 
ment during the year by bottlers was up nearly 10 per cent. 

Sugar Free Dr Pepper has become the number 
one diet soft drink in many markets and in some, outsells its 
two leading competitive diet brands combined. 

In Japan, where Dr Pepper was introduced in 
1973, sales continued to gain. Coca-Cola bottling companies 
in Tokyo, Tone and Okinawa, along with some 65 satellite 
operations, are now marketing Dr Pepper in a population area 
comprising some 20 million people. 

Another major activity for Dr Pepper in 1974 was 
promotions. No less than twelve major promotions were 
offered to bottlers to generate Dr Pepper sales. Starting off 
was a HOT Dr Pepper promotion taking advantage of the 
traditional cold months to feature the product. 

The third major category which has increasingly 
enhanced Dr Pepper's image is special events. During 1974 
Dr Pepper sponsored float entries in eight major parades 
including: The Tournament of Roses, Pasadena; Orange 
Bowl, Miami; Cotton Bowl, Dallas; Gasparilla, Tampa; 
Kentucky Derby, Louisville; Indy 500, Indianapolis; Canton 
Hall of Fame, Canton; and Battle of Flowers, San Antonio. 
These were viewed by millions on TV and on the scene during 
nationwide holiday celebrations. 



In 1974 a new advertising theme was 
introduced which continues to identify 
Dr Pepper as an original flavor. 
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Dr Pepper answers consumer demands 
for larger, economy packaging (below). 










The company’s consumer service department, 
promoting Dr Pepper as a flavoring ingredient in a variety of 
recipes, introduced the product in many new areas. The 
director of this department appeared on numerous television 
and radio programs and before home economic students, 
homemakers, dietitians and food technology groups to 
demonstrate Dr Pepper’s versatility. 

In-depth training programs were offered bottlers 
to help strengthen their sales organizations. Several 
management seminars were held during the year with travel 
incentives used to promote attendance. New visual aids and 
cassette materials were used in the training programs. 



HOT Dr Pepper is a favorite with football 
fans at Mile-High Stadium in Denver. 

Product merchandising at the point-of- 
sale captures shopper attention. 







































Dr Pepper presents Chicago's New Year's 
Rockin' Eve ' 75 , a 90-minute TV special 
over ABC (above). 

Hosted by Johnny Carson, Dr Pepper 
sponsored the Emmy Awards on NBC 
before one of the nation's largest TV 
audiences. 

Midnight Train to Georgia, taped at Six 
Flags Over Georgia, was the first 
Dr Pepper summer TV special (upper 
right). 


Dr Pepper sampling programs continue 
as an effective means for promoting 
sales (right). 




































Another national event for Dr Pepper is the Miss 
Teenage America Pageant held in Little Rock, Ark., and viewed 
live in a 90-minute telecast over CBS. A sponsor of the pageant 
since it originated in 1961, Dr Pepper acquired ownership of 
the Miss Teenage America operations in early 1974. In addi¬ 
tion to the national pageant more than 40 local pageants were 
held around the country to select candidates. These gave 
Dr Pepper bottlers promotional opportunities at the local level. 

In October some 1,200 Dr Pepper bottlers and 
plant managers attended the annual bottler meeting in Los 
Angeles to preview the 1975 advertising and marketing 
programs which will be geared to keep Dr Pepper sales 
momentum gaining throughout the year ahead. 


Karen Petersen, Toledo, Ohio, is 
congratulated by W. IV. Clements, 

Dr Pepper board chairman and president, 
on being selected Miss Teenage America 
for 1975. 

Miss Teenage America finalists are 
presented to the nation during the 
pageant in Little Rock in a 90-minute TV 
presentation over CBS (below). 




14 



















Forty nine million homes tuned in to view 
New Year’s Day parades in which 
Dr Pepper was a float participant. It 
marks the fifteenth year for Dr Pepper 
in the Rose Sow! and Cotton Bowl events 
and the second year lor the Orange Bowl. 




Orange Bowl Parade - Miami 



Cotton Bowl Parade — Dallas 



































Financials 


A key to marketing Dr Pepper is direct 
consumer advertising through all forms 
of media. 
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Dr Pepper Company and Subsidiaries 

Consolidated balance sheets 

December 31, 1974 and 1973 

Assets 

Current assets: 

Cash and certificates of deposit. 

Marketable securities — at cost, which approximates market . 
Receivables: 

Trade accounts (net of allowance for doubtful 

receivables of $209,463 in 1974 and $225,997 in 1973). . 

Other notes and accounts. 

Inventories — at lower of cost (first-in, first-out) or market: 

Finished products. 

Raw materials and supplies. 

Prepaid expenses. 

Total current assets. 

Marketable securities held for investment — at cost, approximate 

market value of $7,750,000 at January 31, 1975 . 

Notes receivable and other investments. 

Property, plant and equipment — at cost: 

Land. 

Buildings and improvements . . 

Machinery, equipment and furniture. 

Less accumulated depreciation. 

Net property, plant and equipment. 

Formulae, trademarks and goodwill — at cost or nominal value . 


Liabilities and Stockholders’ Equity 

Current liabilities: 

Accounts payable and accrued expenses. 

Federal and state income taxes. 

Total current liabilities. 

Stockholders’ equity: 

Common stock without par value. Authorized 25,000,000 shares: 
issued 19,106,034 shares in 1974 and 18,998,734 shares in 1973 . 

Retained earnings. 

Total stockholders’ equity. 


See accompanying notes to consolidated financial statements. 
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1974 


1973 


$ 364,141 

4,790,445 


7,509,935 

1,605,048 

2,046,557 

3,682,058 

3,548,258 

23,546,442 


8,156,618 

1,260,829 

1,951,050 

6,102,342 

16,478,513 

24,531,905 

9,171,248 

15,360,657 

270,910 

$48,595,456 


$ 4,884,550 
73,469 
4,958,019 


7,630,732 

36,006,705 

43, 637,437 

$48,595,456 


872,776 

18,147,335 


5,369,462 

1,310,362 

1,469,919 
1,584,520 
3,314,330 
32,068,704 


1,779,325 

322,134 
5,430,970 
14,446,416 
20,199,520 
8,902,926 
11 , 296:594 

272,910 

45,417,533 


6,006,509 
1,240,930 
7,247,439 


6,717,482 
31,452,612 
38,170.094 
45,417,533 




































































Dr Pepper Company and Subsidiaries 

Consolidated statements of earnings and retained earnings 

Years ended December 31, 1974 and 1973 


1974 


1973 


Net sales. 

Cost of sales. 

Gross profit. 

Administrative, marketing and general expenses . 

Operating profit. 

Other income. 

Earnings before income taxes . 

Federal and state income taxes. 

Net earnings. 

Retained earnings at beginning of year .... 

Dividends paid—$.28 per share in 1974 and 

$.22% per share in 1973 . 

Retained earnings at end of year. 

Earnings per share. 

See accompanying notes to consolidated financial statements. 


$128,299,707 

74,659,678 

53,640,029 

36,297,111 

17,342,918 

1,121,634 

18,464,552 

8,562,853 

9,901,699 

31,452,612 

41,354,311 

5,347,606 
$ 36,006,705 

$ .52 


98,918,466 
50,791,111 
48,127,355 
31,262,480 
16,864,875 
1,502,848 
18,367,723 
8,632,223 
9,735,500 
26,016,511 
35,752,011 

4,299,399 

31,452,612 

.51 
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Dr Pepper Company and Subsidiaries 

Consolidated statements of changes in financial position 

Years ended December 31, 1974 and 1973 


Sources of working capital: 

Net earnings. 

Add depreciation which did not require working capital 

Working capital provided by operations 
Issuance of 107,300 shares of common stock in 1974 

and 128,800 shares in 1973 . 

Decrease in notes receivable and other investments . 
Decrease in formulae, trademarks and goodwill . . 


Uses of working capital: 

Dividends on common stock. 

Additions to property, plant and equipment . . . . 
Increase in notes receivable and other investments . . 

Increase in marketable securities held for investment . 

Increase (decrease) in working capital . 

Changes in working capital: 

Increase (decrease) in current assets: 

Cash and marketable securities. 

Receivables. 

Inventories. 

Prepaid expenses. 

Increase (decrease) in current liabilities: 

Accounts payable and accrued expenses . . . . 
Federal and state income taxes. 

Increase (decrease) in working capital . 
See accompanying notes to consolidated financial statements. 


1974 

1973 

$ 9,901,699 
1,985,629 

9,735,500 

1,649,640 

11,887,328 

11,385,140 

913,250 

518,496 

2,000 

1,127,404 

13,321,074 

12,512,544 

5,347,606 

6,049,692 

8,156,618 

4,299,399 

3,553,261 

236,347 

19,553,916 

8,089,007 

. $ (6,232,842) 

4,423,537 


$(13,865,525) 

3,084,744 

2,435,159 

1,073,092 

2,674,176 

392,591 

233,928 

1,044,055 

(8,522,262) 

5,594,482 

(1,121,959) 

1,471,480 

(1,167,461) 

(300,535) 

(2,289,420) 

1,170,945 

$ (6,232,842) 

4,423,537 
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Dr Pepper Company and Subsidiaries 

Notes to consolidated financial statements 


(1) Summary of significant accounting policies 

The consolidated financial statements comprise the accounts 
of the Company and its subsidiaries, all of which are wholly owned. 
All material intercompany accounts, transactions and profits have 
been eliminated. 

On November5,1973 the Company acquired a 50% interest 
in Dr Pepper Japan, Ltd., a joint venture formed to market Dr Pepper 
in Japan. Dr Pepper Japan, Ltd. has a fiscal year ending September 
30 and Dr Pepper Company accounts for its investment by the 
equity method. The investment and results of operations are not 
significant to Dr Pepper Company. 

The Company and its subsidiaries provide for depreciation of 
property, plant and equipment acquired prior to 1974 on a 
straight-line basis for both financial and Federal income tax 
reporting. For Federal income tax purposes an accelerated 
depreciation method is being used for 1974 additions. Deferred 
Federal income taxes, investment tax credits and state income 
taxes are not significant. The Company uses the inventory method 
of accounting for returnable containers. 

Earnings per share of common stock are based on the 
number of shares outstanding at the end of each year. 


(2) Stock option plan 

The Company has in effect a qualified stock option plan under 
which the Board of Directors may grant options to selected 
employees to purchase common stock of the Company. The 
exercise price of options granted under the plan may not be less 
than the quoted market price at date of grant; and the options 
expire five years from date of grant. At December 31,1974 options 
were outstanding to purchase 117,200 shares (174,500 shares in 
1973) at prices ranging from $9.3125 to $27.75 per share 
($2,332,419 aggregate). Of the outstanding options, 43,910 shares 
are currently exercisable (135,030 shares in 1973). During 1974 
options were exercised for 107,300 shares at prices ranging from 
$8.50 to $9.50 per share ($913,250 aggregate); and during 1973 
options were excerised for 127,400 shares at prices ranging from 
$8.50 to $16.62 per share ($1,089,089 aggregate). At December 31, 
1974 there were 61,150 unoptioned shares available for option 
under the plan. 

(3) Pension plan 

The Company and its subsidiaries provide an insured 
noncontributory pension plan for employees. The companies 
expect to continue the plan indefinitely but have the right to 
discontinue it at any time. The cost of the plan amounted to 
$428,000 in 1974 and $429,000 in 1973, which costs include 
amounts sufficient to amortize past service costs over the 
remaining active employment periods of the covered employees, 
except that the additional past service cost, resulting from a 1969 
amendment, attributable to employees scheduled for retirement 
prior to 1979 is being amortized over a ten-year period. The assets 
of the plan exceeded the actuarially computed vested benefits as 
of December 31,1974. 
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Accountants’ report 

The Board of Directors 
Dr Pepper Company: 

We have examined the consolidated balance sheets of 
Dr Pepper Company and subsidiaries as of December 31, 1974 
and 1973 and the related consolidated statements of earnings and 
retained earnings and changes in financial position for the years 
then ended. Our examination was made in accordance with 
generally accepted auditing standards, and accordingly included 
such tests of the accounting records and such other auditing 
procedures as we considered necessary in the circumstances. 

In our opinion, the aforementioned consolidated financial 
statements present fairly the financial position of Dr Pepper 
Company and subsidiaries at December 31,1974 and 1973 and the 
results of their operations and the changes in their financial 
position for the years then ended, in conformity with generally 
accepted accounting principles applied on a consistent basis. 

Dallas, Texas 
January 31, 1975 


Corporate information 

Transfer Agent and Registrar 

First National Bank in Dallas, Dallas, Texas 

Auditors 

Peat, Marwick, Mitchell & Co. 

Stock Listing 

New York Stock Exchange (DOC) 
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Summary of five year operations 



1974 

1973 

1972 

1971 

1970 

Net Sales. 

Cost of Sales. 

$128,299,707 

74,659,678 

98,918,466 

50,791,111 

82,037,876 

38,859,902 

67,769,898 

30,582,576 

61,028,665 

27,988,623 

Gross Profit. 

Administrative, Marketing and General Expenses . 

53,640,029 
. . . 36,297,111 

48,127,355 

31,262,480 

43,177,974 

28,343,000 

37,187,322 

25,148,251 

33,040,042 

22,694,962 

Operating Profit. 

Other Income. 

17,342,918 

1,121,634 

16,864,875 

1,502,848 

14,834,974 

847,108 

12,039,071 

897,306 

10,345,080 

903,384 

Earnings Before Income Taxes. 

Federal and State Income Taxes. 

18,464,552 

8,562,853 

18,367,723 

8,632,223 

15,682,082 

7,492,841 

12,936,377 

6,051,602 

11,248,464 
5,514,547 

Net Earnings. 

... $ 9,901,699 

9,735,500 

8,189,241 

6,884,775 

5,733,917 

Earnings Per Share. 

$ .52 

.51 

.43 

.37 

.31 


Management comments 


In 1974 consolidated net sales of Dr Pepper Company were 
$128,299,707 which represented a 143 per cent increase during 
the five-year period ended December 31, 1974. Consolidated net 
earnings of $9,901,699 in 1974 represented a 112 per cent 
increase over the five-year span. 

The increase in consolidated net sales in 1973 and 1974 
can be attributed to internal growth through aggressive 
marketing. During these two years, it also became necessary 
to increase prices more than in the past to offset significant 
increases in the cost of raw materials. 

Consolidated earnings in 1974 increased for the 17th 
consecutive year. During the year the inflationary pressures of 
the economy, both domestically and internationally, were an 
adverse factor to earnings’ growth. In all areas of the Company 
the spiraling costs of ingredients and materials reduced the profit 
margin on sales. The consolidated cost of sales increased in 
1974 to 58 per cent of net sales as compared to 51 per cent in 
1973 and 47 per cent in 1972. 

Administrative, marketing, and general expenses for both 

1973 and 1974 reflect increases arising from the overall 
expansion of business. Other income in 1973 rose significantly 
due to favorable interest rates on investments. The decrease in 

1974 is a result of the need to use more cash for receivables and 
inventories and the initial cost of establishing a market 

for Dr Pepper in Japan. 


Dividends: The Company has paid a quarterly dividend for 180 
consecutive quarters. A quarterly comparison of dividends paid in 
1973 and 1974 on a per share basis is as follows: 



1974 

1973 

First Quarter. 

$.065 

.05425 

Second Quarter . . . . 

.065 

.05425 

Third Quarter. 

.075 

.05950 

Fourth Quarter . . . . 

.075 

.05950 

TOTAL . 

$.280 

.22750 


Market price of common stock: The common stock of 
Dr Pepper Company is listed on the New York Stock Exchange. 
The following table shows the reported high and low sales price of 
these securities for the periods indicated: 

1974 1973 



High 

Low 

High 

Low 

First Quarter . . . 

. 22% 

16% 

30 

25 ’A 

Second Quarter . . 

. 18% 

15% 

28 Vb 

201/4 

Third Quarter. . . 

. 16% 

6% 

28 Vs 

21% 

Fourth Quarter . . 

. 10 

61/2 

26 

18% 
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Ten year financial review 


Financial Results 




Net 

Earnings 


Dividends 

Shares 

Year 

Net Sales 

Earnings 

Per Share 

Dividends 

Per Share 

Outstanding 

1974 

$128,299,707 

9,901,699 

.52 

5,347,606 

.28 

19,106,034 

1973 

98,918,466 

9,735,500 

.51 

4,299,399 

.22% 

18.998,734 

1972 

82,037,876 

8,189,241 

.43 

3,878,553 

.20 4 /s 

18,869,934 

1971 

67,769,898 

6,884,775 

.37 

3,613,649 

.19% 

18,697,860 

1970 

61,028,665 

5,733,917 

.31 

2,916,812 

.15% 

18,645,360 

1969 

52,709,359 

4,672,571 

.25 

2,618,966 

.UVe 

18,584,460 

1968 

44,079,937 

4,197,436 

.23 

2,142,866 

. 11 % 

18,490,620 

1967 

35,614,110 

3,588,089 

.20 

1,583,555 

.08% 

18,247,260 

1966 

30,008,756 

2,956,213 

.17 

1,381,856 

.07% 

17,898,060 

1965 

28,514,655 

2,493,001 

.14 

1,154,876 

.06 y 2 

17,842,860 


Financial Position 



Current 

Current 

Working 

Fixed Assets 

Other 

Long-term 

Stock¬ 

holders’ 

Book 

Value 

Year 

Assets 

Liabilities 

Capital 

Net 

Assets 

Indebtedness 

Equity 

Per Share 

1974 

$23,546,442 

4,958,019 

18,588,423 

15,360,657 

9,688,357 


43,637,437 

2.28 

1973 

32,068,704 

7,247,439 

24,821,265 

11,296,594 

2,052,235 


38,170,094 

2.01 

1972 

26,474,222 

6,076,494 

20,397,728 

9,392,973 

1,815,888 


31,606,589 

1.67 

1971 

21,221,297 

5,831,373 

15,389,924 

8,810,399 

1,427,610 


25,627,933 

1.37 

1970 

18,449,724 

5,279,358 

13,170,366 

8,055,568 

805,022 


22,030,956 

1.18 

1969 

15,619,602 

4,568,016 

11,051,586 

7,805,838 

719,103 


19,576,527 

1.05 

1968 

13,093,309 

3,497,143 

9,596,166 

6,949,627 

717,293 


17,263,086 

.93 

1967 

11,790,150 

3,703,502 

8,086,648 

6,221,394 

543,572 


14,851,614 

.81 

1966 

9,322,130 

3,453,595 

5,868,535 

5,966,646 

537,800 


12,372,981 

.69 

1965 

7,896,339 

3,604,954 

4,291,385 

5,973,460 

624,866 

189,739 

10,699,972 

.60 
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